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DETAILED ACTION 

1 . The following is a non-final office action in response to communications received 
1 1/09/2006. Claims 1, 5, 23, 42, and 51 have been amended. Claims 1-56 are pending. 

Response to Amendment 

2. Applicant's amendment to claim 5 is sufficient to overcome the claim objections set forth 
in the previous office action. 

3. Applicant's amendment to claim 1 is sufficient to overcome the 35 USC § 1 12, second 
paragraphs, rejections set forth in the previous office action. 

Claim Rejections - 35 USC §112 

4. The following is a quotation of the first paragraph of 35 U.S.C. 1 12: 

The specification shall contain a written description of the invention, and of the manner and process of making 
and using it, in such full, clear, concise, and exact terms as to enable any person skilled in the art to which it 
pertains, or with which it is most nearly connected, to make and use the same and shall set forth the best mode 
contemplated by the inventor of carrying out his invention. 

5. Claim 52 is rejected under 35 U.S.C. 112, first paragraph, as failing to comply with the 
written description requirement. The claims contains subject matter which was not described in 
the specification in such a way as to reasonably convey to one skilled in the relevant art that the 
inventor(s), at the time the application was filed, had possession of the claimed invention. 

Claim 52 recites "modulated carrier signal". This claim was added in the preliminary 
amendment filed 09/24/2003, and thus was not part of the originally presented disclosure. 
Examiner is unable to find support for this limitation, that the medium is a modulated carrier 
signal. Therefore, it is respectfully submitted that "modulated carrier signal" was not described 
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in the specification in such a way as to reasonably convey that the inventors, at the time the 
application was filed, had possession of this claimed feature. 

6. The following is a quotation of the second paragraph of 35 U.S.C. 112: 

The specification shall conclude with one or more claims particularly pointing out and distinctly claiming the 
subject matter which the applicant regards as his invention. 

7. Claims 3-5 and 16 are rejected under 35 U.S.C. 1 12, second paragraph, as being 
indefinite for failing to particularly point out and distinctly claim the subject matter which 
applicant regards as the invention. 

Claims 3-5 and 16 recite the limitation "wherein the step of customizing a workflow 
parameter for said record". There is insufficient antecedent basis for this limitation claim 1 as 
this language was deleted from step (b) in the current amendments. Clarification is required. 
For examination purposes, examiner has construed this limitation as wherein parameters for said 
workflow. 

Claim Rejections - 35 USC § 103 

8. The following is a quotation of 35 U.S.C. 103(a) which forms the basis for all 
obviousness rejections set forth in this Office action: 

(a) A patent may not be obtained though the invention is not identically disclosed or described as set forth in 
section 102 of this title, if the differences between the subject matter sought to be patented and the prior art are 
such that the subject matter as a whole would have been obvious at the time the invention was made to a person 
having ordinary skill in the art to which said subject matter pertains. Patentability shall not be negatived by the 
manner in which the invention was made. 

9. Claims 1, 2, 4-7, 12-13, 19-20, 23-27, 32, 38-39, 42-43, and 51-53 are rejected under 35 
U.S.C. 103(a) as being unpatentable over Waits et al. (U.S. 5,721,831). 

As per claim 1, Waits et al. teaches a method for marketing comprising: 



Application/Control Number: 09/985,973 Page 4 

Art Unit: 3623 

(a) creating a record in a database (See column 1, lines 50-57, column 3, line 30-40, 
which disclose customer records in a database); 

(b) entering the record into a workflow having at least two stations, wherein each station 
represents a marketing opportunity (See column 3, lines 20-41, column 4, lines 10-35, column 5, 
lines 10-35, wherein stations/positions include segments, active campaigns, and active campaign 
tracking); 

(c) assigning an initial station for said record being entered into said workflow, wherein 
the step of assigning an initial station is based upon an identified source of said record to said 
workflow and parameters of said stations in said workflow (See column 3, lines 20-41, wherein 
the initial station/position is assignment to a segment, wherein the segment is based on 
parameters of the campaign to be fielded and the information concerning the record); and 

(d) managing said record in said workflow based upon said initial station assignment (See 
column 3, lines 20-41, column 4, lines 10-35, column 5, lines 10-35, wherein the record is 
managed based on the initial assignment/segment); 

(e) acting upon said record in said workflow within a station parameter of said initial 
station (See column 3, lines 20-41, column 4, lines 10-35, column 5, lines 10-35, wherein the 
record is acted upon based on the assigned segment and the workflow based on the assigned 
campaign to the segment); and 

(f) prompting said record in said workflow based upon completion of the step of acting 
upon said record in said workflow within a station parameter wherein said promotion includes a 
next. stage selected from the group consisting of another station and exit from workflow (See 
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column 3, lines 20-41, column 4, lines 10-35, column 5, lines 10-35, wherein the workflow flows 
from segmentation to campaign implementation to tracking). 

However, Waits et al. does not expressly disclose the record exiting the workflow. 

Waits et al. disclose managing a customer record through a workflow associated with a 
marketing opportunity. Waits et al specifically discusses that the record flows from 
segmentation to campaign implementation to tracking. It is old and well known in workflow 
sequencing and management that workflows have an end associated with an exit position or 
station. Further, it is old and well known that marketing campaigns have end timeframes 
associated with them. Therefore, it would have been obvious to one of ordinary skill in the art* at 
the time of the invention to include an exit station in the workflow of Waits et al. in order to 
more efficiently manage the progress of the workflow by establishing all stations associated with 
the workflow, including an end to a workflow. 

As per claim 2, Waits et al: discloses selecting a subsequent station within said workflow 
for said record (See figure 10, column 4, lines 30-35). 

As per claim 4, Waits et al. wherein parameters for said workflow includes defining a 
subsequent station for a said record (See column 3, lines 20-41, column 4, lines 10-35, column 5, 
lines 10-35, wherein the workflow flows from segmentation to campaign implementation to 
tracking). 

As per claim 5, Waits et al. discloses wherein parameters for said workflow includes 
creating an action to be conducted by a user upon said record (See column 4, lines 30-50, 
wherein actions are conducted on the customer record based on the strategy and campaign, such 
as sending mailings to the customer). 
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As per claim 6, Waits et al. teaches compiling a report of said record (See column 5, lines 
19-40 and 55-62, and column 8, lines 59-67, wherein a report is compiled concerning the 
outcomes of the campaign as well as on customer's transactions). 

As per claim 7, Waits et al. discloses said report includes parameters selected from a 
plurality of fields of said record (See column 8, lines 59-67, wherein reports can be run on 
segments with different demographic characteristics). 

As per claim 12, Waits et al. discloses creating an opportunity within said workflow for 
marketing a product (See column 1, lines 40-45, column 3, lines 35-45, column 5, lines 24-40, 
wherein a product, such as a bond for a bank, is marketed). 

As per claim 13, Waits et al. teaches wherein said opportunity includes workflow 
parameters for the product (See column 1, lines 40-45, column 3, lines 35-45, column 5, lines 
24-40, wherein a product is marketed to a specific segment of customers). 

As per claims 19-20, Waits et al. teaches discloses users, such as marketers and 
investigators, having access to data in the database (See column 1, lines 40-47, column 3, lines 
30-45, column 5, lines 15-45). However, Waits et al. does not expressly disclose removing a 
user from said database or reassigning said record from said user. 

Waits et al. discloses a marketing and campaign management system that allows users, 
such as marketers, to have access to database records. It is well-known in the art that 
administrators via an administration system can assign and delete access rights to systems. It is 
further old and well known that when a user leaves a job, his tasks are redistributed to another 
employee or user. Therefore, it would have been obvious to one of ordinary skill in the art at the 
time of the invention to include an administration system that assigns and deletes access rights 
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(i.e. remove a user) and then redistribute the tasks associated with that user in order to increase 
the integrity of the data by controlling access to said data. 

Claim 23 recites substantially similar limitations to claim 1 and is therefore rejected using 
the same art and rationale set forth above. 

Claims 24, 25, 26, 27, 32 recite substantially similar limitations to claims 2, 5, 6, 7, and 
12, respectively, and are therefore rejected using the same art and rationale set forth above. 

Claim 38 and 39 recite substantially similar limitations to claim 19 and 20, respectively, 
and are therefore rejected using the same art and rationale set forth above. 

Claim 42 recites substantially similar limitations to claims 1 and 2 combined and is 
therefore rejected using the same art and rationale set forth above. 

As per claim 43, Waits et al. teaches compiling a progress report of said record (See 
column 5, lines 19-40 and 55-62, and column 8, lines 59-67, wherein a report is compiled of 
transaction histories). 

Claim 51 recites substantially similar limitations to claim 1 and is therefore rejected using 
the same art and rationale set forth above. 

As per claim 52, Waits et al. discloses a recordable data storage medium (See column 1, 
lines 50-57, column 3, line 30-40, which disclose customer records in a database). 

Claim 53 recites substantially similar limitations to claim 6 and is therefore rejected using 
the same art and rationale set forth above. 

Claim Rejections - 35 USC § 103 
10. The following is a quotation of 35 U.S.C. 103(a) which forms the basis for all 
obviousness rejections set forth in this Office action: 
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(a) A patent may not be obtained though the invention is not identically disclosed or described as set forth in 
section 102 of this title, if the differences between the subject matter sought to be patented and the prior art are 
such that the subject matter as a whole would have been obvious at the time the invention was made to a person 
having ordinary skill in the art to which said subject matter pertains. Patentability shall not be negatived by the 
manner in which the invention was made. 

11. Claims 3, 8-11, 14-16, 18, 21, 28-31, 33-35, 37, 40, 44-47, 49, and 54-55 are rejected 
under 35 U.S.C. 103(a) as being unpatentable over Waits et al. (U.S. 5,721,831) in view of 
Johnson et al. (U.S. 6,067,525). 

As per claim 3, Waits et al. discloses a workflow associated with marketing activities and 
campaigns, including tasks such as mailings, segmenting, etc., as set forth above with respect to 
claims 1. However, Waits et al. does not expressly disclose assigning a duration for a record to 
remain in a station. Johnson et al. discloses assigning a duration for a record to remain in a 
station (See column 3, lines 60-67, column 4, lines 12-22 and 52-58, and column 5, lines 30-40, 
wherein parameters/features associated with the workflow are customized to make the workflow 
specific to the customer and the customer's record. Each phase of the workflow has specific 
timing associated with its functionality). 

Both Waits et al. and Johnson et al. disclose managing a customer record through a 
workflow associated with a marketing opportunity. Waits et al. discloses specific tasks 
associated with the workflow. Johnson et al. discloses specific timing associated with tasks and 
functions in the workflow. It would have been obvious to one of ordinary skill in the art at the 
time of the invention to include durations associated with tasks in order to more efficiently 
manage the tasks by assigning them specific timeframes to occur. It is old and well known in 
task management that tasks have associated start and end times. 

As per claims 8-11, Waits et al. teaches compiling a report of said record (See column 5, 
lines 19-40 and 55-62, and column 8, lines 59-67, wherein a report is compiled concerning the 
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outcomes of the campaign as well as on customer's transactions). However, Waits et al. does not 
expressly disclose that the report is an automatically generated, setting a frequency for 
generating said report, selecting a medium for communicating said report selected from the 
group consisting of electronic mail, a print copy, and a hyperlink to a browser page. 

Johnson et al. discloses wherein said report is an automatically generated (See column 
13, lines 24-35, column 18, lines 1-15 and 36-45, wherein a report is automatically compiled) 
and setting a frequency for generating said report (See column 13, lines 24-35, column 18, lines 
1-15 and 36-45, which discloses a periodic report). 

Johnson et al. further discloses selecting a medium for communicating said report (See 
column 20, lines 10-30, wherein a medium is selected for communication) selected from the 
group consisting of electronic mail, a print copy, and a hyperlink to a browser page (See column 
20, lines 10-30, wherein reports are at least emailed). 

Both Waits et al. and Johnson et al. disclose managing a customer record through a 
workflow associated with a marketing opportunity. Waits et al. discloses reporting capabilities. 
It would have been obvious to one of ordinary skill in the art at the time of the invention to 
include the reporting features of Johnson et al. in the reporting of Waits et al. in order to more 
efficiently provide the marketer and the organization with details associated with the marketing 
workflow enacted by providing a controlled and automated reporting framework. See column 5, 
lines 19-40 and 55-62, and column 8, lines 59-67, of Waits et al., which discloses the importance 
of reporting. 

As per claims 14-15, Waits et al. discloses customer records with parameters in a 
customer database (See column 1, lines 50-57, column 3, line 30-40, which disclose customer 
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records in a database). However, Waits et al. does not expressly disclose that a record is defined 
by an originating source and teaches said source providing a selection of originating stations in 
said workflow. 

Johnson et al. discloses wherein each record is defined by an originating source (See 
column 4, lines 24-42, column 7, lines 20-25, column 10, line 60-column 1 1, line 30, wherein 
each record is defined at an originating source, such as at a trade show). Johnson et al. further 
teaches said source providing a selection of originating stations in said workflow (See column 4, 
lines 24-42, column 7, lines 20-25, column 10, line 60-column 11, line 30, wherein different 
originating stations exist, such as a kiosk, a purchased database, with a sales person, etc.). 

Both Waits et al. and Johnson et al. disclose managing a customer record through a 
workflow associated with a marketing opportunity. Waits et al. discloses customer records. 
Johnson et al specifically discloses storing information in the customer record concerning from 
where the record originated. It would have been obvious to one of ordinary skill in the art at the 
time of the invention to include originating source in the record of Waits et al in order to more 
efficiently segment the users by storing more comprehensive information about the customers. 

As per claim 16, Waits et al. teaches workflow parameters (See column 3, lines 20-41, 
column 4, lines 10-35, column 5, lines 10-35, wherein stations/positions). 

Johnson et al. teaches wherein parameters for said workflow includes amending a station 
definition (See column 5, lines 30-50, and column 21, lines 15-30, wherein the placement in the 
workflow is amendable/changeable). 

Both Waits et al. and Johnson et al. disclose managing a customer record through a 
workflow associated with a marketing opportunity. It would have been obvious to one of 
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ordinary skill in the art at the time of the invention to allow the user to amend and customize the 
workflow parameters in order to increase the flexibility of the system to meet the specific needs 
of user. 

As per claim 18, Waits et al. teaches compiling customer records (See column 1, lines 50- 
57, column 3, lines 30-40, which disclose customer records in a database). However, Waits et al. 
does not teach removing said record from said database. Johnson et al. teaches removing said 
record from said database (See column 31, lines 50-65). 

Both Waits et al. and Johnson et al. disclose managing a customer record through a 
workflow associated with a marketing opportunity. Waits et al. discloses customer records and 
using and updating these records. It would have been obvious to one of ordinary skill in the art 
at the time of the invention to remove records from the database of Waits et al. in order to 
increase the integrity of the data in the database by expunging old and unused records. 
Expunging records is old and well known in database maintenance. 

As per claim 21, Waits et al. teaches compiling customer records (See column 1, lines 50- 
57, column 3, lines 30-40, which disclose customer records in a database). However, Waits et al. 
does not teach the specific source of these records, such as by importing multiple records from 
an external source. 

Johnson et al. teaches importing multiple records from an external source (See column 4, 
lines 24-41, column 23, lines 30-45, and column 24, lines 5-25 and 36-45, wherein records are 
imported from an external source, such as an external database or a purchased database). 

Both Waits et al. and Johnson et al. disclose managing a customer record through a 
workflow associated with a marketing opportunity. Waits et al. discloses customer records being 
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housed in a database of the system. It would have been obvious to one of ordinary skill in the art 
at the time of the invention to include the source of the records, such as by importing records 
from an external source, in the system of Waits et al. in order to more allow for more efficient 
marketing using a marketing database by having contained therein a sufficient number of 
records. 

As per claim 35, Waits et al. teaches workflow parameters (See column 3, lines 20-41, 
column 4, lines 10-35, column 5, lines 10-35, wherein stations/positions). 

Johnson et al. teaches wherein said workflow parameter is amendable (See column 5, 
lines 30-50, and column 21, lines 15-30, wherein the workflow is amendable/changeable). 

Both Waits et al. and Johnson et al. disclose managing a customer record through a 
workflow associated with a marketing opportunity. It would have been obvious to one of 
ordinary skill in the art at the time of the invention to allow the user to amend and customize the 
workflow parameters in order to increase the flexibility of the system to meet the specific needs 
of user. 

Claims 28-31, 33-34, and 37 recite substantially similar limitations to claims 8-11, 14-15, 
and 18, respectively, and are therefore rejected using the same art and rationale set forth above. 

Claims 40, 44, and 45 recite substantially similar limitations to claims 21, 10, and 9, 
respectively, and are therefore rejected using the same art and rationale set forth above. 

Claims 46-47 recite substantially similar limitations to claim 21 and are therefore rejected 
using the same art and rationale set forth above. 

As per claim 49, Waits et al. teaches customer records in a database (See column 1, lines 
50-57, column 3, lines 30-40, which disclose customer records in a database). However, Waits 
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et al. does not teach and Johnson et al. teaches adding custom fields to the record (See column 
20, lines 35-48, which discuss customized fields associated with said record). 

Both Waits et al. and Johnson et al. disclose managing a customer record through a 
workflow associated with a marketing opportunity. Waits et al. discloses customer records being 
housed in a database of the system. It would have been obvious to one of ordinary skill in the art 
at the time of the invention to include the ability to customize the records in the database of 
Waits et al. in order to more allow for more efficient marketing using a marketing database 
containing specific items of data needed by the marketer. 

. Claims 54 and 55 recite substantially similar limitations to claims 46 and 49, 
respectively, are therefore rejected using the same art and rationale set forth above. 

12. Claims 17 and 36 are rejected under 35 U.S.C. 103(a) as being unpatentable over Waits et 
al (U.S. 5,721,831) in view of Raffel et al. (U.S. 2002/0082892). 

As per claim 17, Waits et al. teaches compiling customer records (See column 1, lines 50- 
57, column 3, lines 30-40, which disclose customer records in a database). However, Waits et al. 
does not teaches resolving a duplicate record. 

Raffel et al. discloses determining if a duplicate record exists and resolving how to 
handle such a duplicate record (See paragraph 0095). 

Waits et al. discloses maintaining customer data in a database. Resolving duplicate 
records is well-known in database management and is disclosed in a network-based automation 
tool of Raffel et al. Therefore, it would have been obvious to one of ordinary skill in the art at 
the time of the invention to resolve duplicate data in the databases of Waits et al. in order to more 
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accurately segment the customers by ensuring that the data of the system is up to date since no 
other duplicate data is used. 

Claim 36 recites substantially similar limitations to claim 17 and is therefore rejected 
using the same art and rationale set forth above. 

13. Claims 22, 41, and 48 are rejected under 35 U.S.C. 103(a) as being unpatentable over 
Waits et al. (U.S. 5,721,831) in view of Johnson et al. (U.S. 6,067,525) and in further view of 
Raffel et al. (U.S. 2002/0082892). 

As per claim 22, Waits et al. teaches compiling customer records (See column 1, lines 50- 
57, column 3, lines 30-40, which disclose customer records in a database). However, Waits et al. 
does not teach the specific source of these records, such as by importing multiple records from 
an external source. 

Johnson et al. discloses importing multiple records from an external source (See column 
4, lines 24-41, column 23, lines 30-45, and column 24, lines 5-25 and 36-45, wherein records are 
imported from an external source, such as an external database or a purchased database). 
However, Johnson et al. does not expressly disclose that importing includes creating a file import 
map within the parameters of the database. 

Raffel et al. discloses a network-based sales force automation tool that includes the 
functionality of mapping and importing to a file (See paragraph 0068 and claims 7 and 40, which 
disclose mapping fields to a file). 

Waits and Johnson et al. are in analogous art and are combinable for the reasons set forth 
above with respect to claim 21. 
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Johnson et al. discloses importing multiple records from an external source to a single 
record in a database. Using a file import map to aide in the synchronization of the data is a well- 
known import technique and is disclosed in a network-based tool of Raffel et al. It would have 
been obvious to one of ordinary skill in the art at the time of the invention to use a file import 
map in the system of Johnson et al. in order to allow the system to more efficiently exchange 
data and provide for maximum usability of the data through uniform formatting. See column 24, 
lines 5-15 and 30-50, of Johnson et al. 

Claims 41 and 48 recite substantially similar limitations to claim 22 and is therefore 
rejected using the same art and rationale set forth above. 

14. Claims 50 and 56 are rejected under 35 U.S.C. 103(a) as being unpatentable over Waits et 
al. (U.S. 5,721,831) in view of Srinivasan (U.S. 5,548,506). 

As per claim 50, Waits et al. discloses a workflow associated with marketing activities 
and campaigns, as set forth above with respect to claims 1 and 42. However, Waits et al. does 
not expressly disclose a personal reminder schedule for the user of the database (i.e. the marketer 
or investigator). 

Srinivasan discloses task reminders being sent to a user when a task is nearing its 
scheduled deadline (See figure 6, column 5, lines 40-50, column 6, lines 10-15, and column 7, 
lines 55-61, which disclose a remind function). 

Waits et al. discloses a workflow associated with marketing activities and campaigns, 
including tasks like segmenting and mailings. Srinivasan discloses a remind function in a task 
management system that sends a user a reminder to complete a task in order to complete an 
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overall project in a timely manner. Sending reminders to a user is well-known in scheduling 
software. Therefore, it would have been obvious to one of ordinary skill in the art at the time of 
the invention to schedule and send a reminder the user of Waits et al. in order to enhance the 
marketer's ability to manage multiple tasks and events at the same time. 

Claim 56 recites substantially similar limitations to claim 50 and is therefore rejected 
using the same art and rationale set forth above. 

Response to Arguments 
14. Applicant's arguments with respect to claims 1-56 have been considered but are moot in 
view of the new grounds of rejection, as necessitated by amendment. 

Conclusion 

Any inquiry concerning this communication or earlier communications from the 
examiner should be directed to Beth Van Doren whose telephone number is (571) 272-6737. 
The examiner can normally be reached on M-F, 8:30-5:00. 

If attempts to reach the examiner by telephone are unsuccessful, the examiner's 
supervisor, Tariq Hafiz can be reached on (571) 272-6729. The fax phone number for the 
organization where this application or proceeding is assigned is 571-273-8300. 
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